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An AICPA publication for the local firm
MANAGING FOR FUTURE PROFIT
When preparing to manage an accounting firm in 
the 1990s, it is important to consider the changes in 
our professional environment over the past decade 
or so. During the 1980s, we experienced consider­
able change in the way we marketed our services, in 
the technology we used in our offices, and in the 
regulatory climate and markets in which we oper­
ated. The decade ahead will likely bring even more 
changes. To successfully operate our firms in the 
future, we will have to pay special attention to 
retaining clients and nurturing relationships, and 
to monitoring and implementing effective manage­
ment and practice development techniques. Follow­
ing are comments on changes in ten specific areas 
that have affected our firm, and how we expect to 
deal with them.
Economics. In the early 1980s, it was not unusual 
for our firm to achieve a 40-percent profit margin, 
with most of the profit available to the partners. A 
number of factors have contributed to a decline in 
our profitability percentage to its present 30-to-33- 
percent level. Costs have increased for one. Salaries, 
and professional liability and medical insurance 
premiums have risen dramatically and now account 
for a higher percentage of our income, than before. 
Heavy investment in office equipment and the req­
uisite training of personnel are other cost factors.
We also have become more efficient in several 
areas of practice by using enhanced computer pro­
grams, improved audit techniques, and direct input 
for tax returns. This has reduced our gross fees 
because, like many firms, our revenues are based on 
hourly charge. Competitive pricing is also adversely 
affecting our results.
Mix of engagements. Our tax practice remains 
strong but there is need for more efficient process­
ing of tax returns and tax related work. During last 
year's tax season, for example, it was not uncommon 
for both established and new clients to ask for fee 
estimates before we began work on their returns. We 
have experienced an overall increase in audit work, 
but the fee revenue from that area remains, at best, 
flat because of competition and efficiency. The 
write-up section of our practice declined in the early 
1980s, remained level for a few years, but was in an 
uptrend at the end of the decade.
We intend to continue developing our capabilities 
in other service areas such as litigation support; 
asset accumulation planning, retirement planning, 
and decision planning for clients; and special proj­
ects. We know that to maintain a reasonable return 
on such a mix of engagements, a high degree of 
personal client service is imperative.
Balancing the work load. Since December, 1986, 
12 percent of our annual charge hours (approx­
imately 6,000 chargeable hours) has been shifted 
from summer and fall to the first four months of the 
year. The outcome is an overworked staff from Janu­
ary through April, and a scramble for work and 
other activities during most of the other months. In 
many areas of the country, substantial discounts 
from normal rates are quoted on summer work.
In order to maintain a more balanced work load 
and a reasonable degree of profitability, we believe 
we must continue developing new service areas and 
be willing to travel more extensively to out-of-town 
engagements. In fact, we began the process last 
summer.
The partners’ role. Many partners were able to 
maintain relatively stable practices without the 
need for undue effort in the period up to the 
mid-1980s. I don’t mean we allowed ourselves to
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become ineffective or unprofessional, but delega­
tion to staff increased and in some instances, part­
ners probably lost contact with clients. In those 
days, there were few fee pressures. These conditions 
have obviously changed.
I believe that in the future, CPA firms must emu­
late law firms in that partners will need to increase 
their chargeable time and maintain strong working 
relationships with clients in order to understand 
their business problems better. In addition, part­
ners will have to continue developing new business 
from present clients and referral sources. Firm lead­
ership will have added importance, both within the 
firm for the staff and outside the firm in community 
involvement.
AICPA National Marketing Conference Set
The AICPA will hold its sixth annual National Mar­
keting Conference on June 6-7 at the Westin Hotel 
Copley Place in Boston, Massachusetts. Developed 
by the MAP committee, this two-day conference 
attracts managing partners, partners in charge of 
practice development, and marketing directors 
from firms of all sizes. It provides an excellent 
opportunity for an exchange of experiences and 
ideas both with the speakers and other participants 
in a function that is becoming increasingly impor­
tant to a firm’s survival—marketing. The program is 
designed to provide nuts-and-bolts techniques that 
you can implement in your firm.
Topics include:
□ How to make your quality reputation stand 
out.
□ How to train partners to sell.
□ Using a full-time salesperson.
□ Marketing in a multiple-office firm.





For further information, contact the industry and 
practice management division at the Institute, (212) 
575-3814. [7]
Our ability to grow. Until 1988, the total charge­
able hours of our firm increased every year. There 
has been no growth since then. This causes prob­
lems with staff progression, our ability to keep up 
with increasing costs and, of course, adversely 
affects partner income. We have to take positive 
action in order to begin growing again.
Standards overload. A heavy stream of literature 
from the various regulatory agencies seems likely to 
continue into the 1990s. To stay current, we will have 
to put added emphasis on CPE and individual study. 
The trend to specialization in local practice will 
probably accelerate in the years ahead.
Litigation. The fear of litigation results in our 
doing extra work "just to be sure.” Our efficiency on 
audits has thus decreased, while the cost of profes­
sional liability insurance has risen. As we all know, 
the effects of a lawsuit on a firm and on its partners 
and staff can be devastating. As well as continuing to 
do quality work, we must screen potential clients 
carefully to avoid future problems and possible liti­
gation. This is another area that will affect our 
growth and distributable income through the 1990s.
Changes in the way we practice. CPAs will need 
more professional knowledge and more insight into 
clients' businesses in the future. Clients want us to 
become their advisers and help them with their 
planning. This will require a thorough understand­
ing of their businesses and the various statutes and 
standards that effect them.
Marketing. Ten years ago, we probably rejected 
the idea of marketing professional services. Five 
years ago, we might have accepted it. Now, it is 
essential for most local firms. In our own firm, we 
will continue mailing our quarterly newsletter to 
lawyers and other referral sources, and will make 
sure it helps them get to know individual firm mem­
bers and apprises them of the firm's capabilities. We 
will, however, need to evaluate our overall market­
ing strategy for the future.
Competition. With little growth in our local econ­
omy, firms of all sizes are targeting the same clients. 
Fees are being lowered, often considerably, and we 
expect to lose some clients because of this. We must 
be able to provide the timely, accurate, personal 
(continued on page 8)
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Highlights of Recent Pronouncements
FASB Statement of Financial
Accounting Standards 
—
No. 105 (March 1990), Disclosure of Information 
about Financial Instruments with Off-Balance-Sheet 
Risk and Financial Instruments with Concentrations 
of Credit Risk
□ Requires all entities to disclose information 
principally about financial instruments with 
off-balance-sheet risk of accounting loss.
□ Extends present disclosure practices of some 
entities for some financial instruments by 
requiring all entities to disclose the following 
information about financial instruments with 
off-balance-sheet risk of accounting loss:
1) The face, contract, or notional principal 
amount,
2) The nature and terms of the instruments and 
a discussion of their credit and market risk, 
cash requirements, and related accounting 
policies,
3) The accounting loss the entity would incur if 
any party to the financial instrument failed 
completely to perform according to the 
terms of the contract and the collateral or 
other security, if any, for the amount due 
proved to be of no value to the entity,
4) The entity’s policy for requiring collateral or 
other security on financial instruments it 
accepts and a description of collateral on 
instruments presently held.
□ Requires disclosure of information about sig­
nificant concentrations of credit risk from an 
individual counterparty or groups of counter­
parties for all financial instruments.
□ Effective for financial statements issued for 
fiscal years ending after June 15, 1990.
No. 104 (December 1989), Statement of Cash Flows— 
Net Reporting of Certain Cash Receipts and Cash Pay­
ments and Classification of Cash Flows from Hedging 
Transactions
□ Amends FASB Statement no. 95, Statement of 
Cash Flows, to permit cash flows resulting from 
futures, forward, options, or swap contracts 
accounted for as hedges of identifiable transac­
tions or events to be classified in the same cate­
gory as the cash flows from the items being 
hedged provided that accounting policy is dis­
closed; and permits banks, savings institu­
tions, and credit unions to report in a statement 
of cash flows certain net cash receipts and cash 
payments for:
1) Deposits placed with other financial institu­
tions and withdrawals of deposits,
2) Time deposits accepted and repayments of 
deposits, and
3) Loans made to customers and principal col­
lections of loans.
□ Effective for annual financial statements for 
fiscal years ending after June 15, 1990, with 
earlier application permitted.
No. 103 (December 1989), Accounting for Income 
Taxes—Deferral of the Effective Date of FASB State­
ment No. 96
□ Amends FASB Statement no. 96, Accounting for 
Income Taxes, to defer the effective date of that 
Statement to fiscal years beginning after 
December 15, 1991.
□ Supersedes FASB Statement no. 100, Account­
ing for Income Taxes—Deferral of the Effective 
Date of FASB Statement No. 96.
□ Effective upon issuance, retroactive to Decem­
ber 15, 1989.
Statements of the Governmental
Accounting Standards Board
No. 13 (May 1990), Accounting for Operating Leases 
with Scheduled Rent Increases
□ Establishes standards of accounting and finan­
cial reporting by state and local governmental 
entities for operating leases with scheduled 
rent increases, regardless of the fund type used 
to report the lease transactions.
□ Requires governmental entities to account for 
operating leases with scheduled rent increases 
by using the terms of the lease contract when 
the pattern of the payment requirements is sys­
tematic and rational.
□ Effective for leases with terms beginning after 
June 30, 1990, unless otherwise stated. Retro­
active application for leases with terms begin­
ning before July 1, 1990 is permitted.
No. 12 (May 1990), Disclosure of Information on 
Postemployment Benefits Other Than Pension Bene­
fits by State and Local Governmental Employers
□ Establishes standards for disclosure of infor­
mation on postemployment benefits other than 
pension benefits (OPEB) by all state and local 
governmental employers, regardless of the 
fund type used to report the transactions.
Practicing CPA, February 1991
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□ Requires the following disclosures to be made 
by all state and local governmental employers 
that provide postemployment benefits other 
than pension benefits:
1) A description of the benefits provided, 
employee groups covered, eligibility 
requirements, and the employer and partici­
pant obligations to contribute;
2) A description of the statutory, contractual, 
or other authority under which benefit 
provisions and obligations to contribute are 
established;
3) A description of the accounting and financ­
ing or funding policies followed for those 
benefits;
4) The expenditures/expenses for those bene­
fits recognized for the period and certain 
related data;
5) A description (and dollar effect, if measur­
able) of any significant matters that affect 
the comparability of the disclosures re­
quired by this Statement with those of the 
previous period; and
6) Any additional information that the 
employer believes will help users assess the 
nature and magnitude of the cost of the 
employers commitment to provide the ben­
efits.
□ This Statement is an interim measure, pending 
completion of the GASB’s project on recogni­
tion and measurement of OPEB expen­
ditures/expenses and liabilities or assets.
□ Effective for fiscal years beginning after June 
15, 1990.
No. 11 (May 1990), Measurement Focus and Basis of 
Accounting—Governmental Fund Operating State­
ments
□ Establishes measurement focus and basis of 
accounting standards for governmental and 
expendable trust fund operating statements.
□ Establishes basic principles that are needed to 
develop the guidance in other projects, 
especially certain expenditure recognition and 
measurement standards that will be imple­
mented at the same time as this Statement.
□ Provides specific guidance for many govern­
mental fund transactions, primarily revenues.
□ Provides guidance for balance sheet reporting 
of general long-term capital debt—liabilities 
resulting from capital asset acquisitions or 
debt financing of certain nonrecurring projects 
or activities that have long-term economic ben­
efit.
□ Establishes basic definitions of general long­
term capital debt and operating debt.
□ Effective for financial statements for periods 
beginning after June 15, 1994.
Information for Members
Technical information
The primary responsibility of the eleven peo­
ple who staff the Institute’s technical informa­
tion service is to answer members questions 
on technical matters. They receive some 48,000 
inquiries per year on accounting principles, 
financial statement presentation, auditing and 
reporting standards, and certain aspects of 
professional practice, excluding tax and legal 
matters. If you would like some assistance, we 
encourage you to call toll-free: United States, 
(800) 223-4158; New York State, (800) 
522-5430.
Library services
The AICPA library’s staff can offer assistance 
on a broad range of business topics. AICPA 
members anywhere in the U.S. may borrow 
from the library’s extensive collection. For 
assistance, just call these toll-free numbers: 
United States, (800) 223-4155; New York State, 
(800) 522-5434.
Please note that toll-free calls 
cannot be transferred to 
other Institute departments.
Total On-Line Tax and Accounting
Library (TOTAL)
NAARS accounting and financial data library
Subscribers have access to different types of 
files in the Institute’s NAARS library. These are 
corporate and local governmental annual 
reports, including financial statements and 
notes, auditors' opinions, and all current and 
superseded authoritative and semi-authori­
tative literature from the AICPA, FASB, GASB, 
and SEC. TOTAL subscribers can also access 
tax and other information. For further infor­
mation, just call Hal Clark: (212) 575-6393.
Practicing CPA, February 1991
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Personnel's Personal Characteristics
When seeking new staff, it is traditional for recruiters 
to focus on a students grades and extracurricular 
activities, and on the personal impressions created 
during the interview. Staff accountants usually per­
form their duties within a group or team, so the 
possession of interpersonal skills is critical to their 
success, to team performance, and to the mainte­
nance of favorable relations with client personnel.
At the typical business school, professors recog­
nize that accounting students are diligent and com­
pete vigorously for grades. The students know that a 
major effort expended toward the attainment of 
technical knowledge is the key to passing the CPA 
examination and to clearing any employer-imposed 
minimum grade point average requirement.
Faculty prefer to teach well-prepared students. 
Classes become more interesting, enjoyable, and 
satisfactory. Accounting students, being alert to pro­
fessors’ needs, respond accordingly. They realize 
that a positive impression can result in a direct 
payoff—the receipt of a better recommendation to 
you, the practitioner/recruiter.
In addition, the number of jobs available in public 
practice each recruiting season is limited. This fos­
ters recognition and prestige upon students able to 
obtain positions, and adds peer pressure to an indi­
vidual’s desire to attain excellence.
Striving for technical excellence tends to stress 
individual accomplishment at the expense of prepa­
ration or concern for group work. We find, for exam­
ple, that accounting majors are more task-oriented 
than the average business student. They tend to 
show little patience for unfocused, wide-ranging 
discussions or for poor performance by others. They 
tend to perform well in intelligence tests where 
there is a single answer to a question, and tend to 
prefer solving a technical problem as opposed to 
dealing with the ambiguities relating to interper­
sonal issues.
Inasmuch as public practice provides staff mem­
bers with a quick route to responsibility, it is impor­
tant that they know how to make a group work 
effectively. This means accounting students need 
instruction in get-acquainted skills, peer evalua­
tion, group formation, and group development. 
Practitioners have to be concerned as to whether 
future staff will receive this instruction as part of 
their education.
The American Assembly of Collegiate Schools of 
Business (AACSB) is recommending that the mini­
mum percentage of credit hours to be taken outside 
the business school be increased from 40 to 50 per­
cent. As a result, approximately four fewer courses 
will be available within the business school. It is by 
no means certain that courses on human behavior, 
specifically those dealing with team building, will 
be included among the surviving courses. Even if 
they are, some thought should be given to what the 
class experience should provide.
A recent survey of MBA graduates indicated they 
had a negative attitude toward the course, 
“Organizational Behavior,” while at college. One 
year after graduating, however, their attitudes had 
changed completely. The course was then consid­
ered a valuable experience with practical applica­
tion in the “real world.”
Perhaps undergraduate accounting programs 
also foster negative attitudes toward courses involv­
ing role playing, team assignments, and group 
dynamics on the part of people drawn more to indi­
vidual problem solving and the practical applica­
tion of ideas. We believe that the nonaccounting 
business professor should recognize that the aver­
age accounting major possesses certain charac­
teristics such as a competitive instinct, a high 
concern for grades, devotion to task completion, a 
need for achievement, and general competence.
Staff CPE can fill the gap
The instructor should therefore introduce a recogni­
tion of the need to manage and promote effective 
group effort in order to maximize total output. This 
would require changing accounting students' 
attitudes to where they no longer see themselves as 
individual contributors but as members of a team. 
All effective approaches (case studies, exercises, 
etc.), necessitate low student-teacher ratios. If this 
approach is not feasible during times of budget con­
straints, CPA firms should recognize this educa­
tional deficiency. Plans for professional staff con­
tinuing education should ensure that this instruc­
tion is received. □
—by Darrel R. Brown, Ph.D., George R. Gray, Ph.D., 
and John B. Sperry, CPA, Ph.D., School of Business, 
Virginia Commonwealth University, Richmond, Vir­
ginia 23284
Editor’s note: The AICPA recently merged its staff 
training program with the programs offered by AHI 
Associates. Starting in 1991, state societies which offer 
AICPA staff training will have the combined develop­
ment strengths of both the AICPA and AHI.
The third and fourth courses in the staff training 
series, “Beginning-In-Charge” and “Supervising,” 
concentrate on the interpersonal skills needed in pub­
lic practice. The AICPA also offers a self-study program 
titled, “How to Win With People Package: Relationship 
Strategies/How to Read People. "
For more information, call (800) AICPA-NY; in New 
York State, (212) 575-5696.
Practicing CPA, February 1991
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Partnership or Professional Corporation?
All accounting firms strive to be profitable enter­
prises that provide top-quality services. The best 
way to attain this goal is to establish and maintain a 
well-planned, properly structured firm that meets 
the needs of your clients and staff. To achieve this 
type of practice, you need to select a business struc­
ture that will maximize profits and be consistent 
with your practice philosophy. Among the accoun­
tants' choices for practice organization are part­
nerships and professional corporations. To decide 
which form of practice is best for your firm, you 
need to consider such issues as service mix, staff 
expertise, size of practice, and client base.
Before you begin to draft organizational docu­
ments, solicit the personal and professional objec­
tives of each member of your present or proposed 
firm. Reach a consensus on the philosophy of prac­
tice from which these objectives flow before you 
attempt to draft your agreements. Although scru­
tinizing your firm's policies, goals, and personnel in 
this manner may be time-consuming, it will provide 
an ideal opportunity for a complete reassessment of 
all areas. Unresolved problems can be reexamined 
in a new light and properly addressed.
You should also study projections of the financial 
impact of the proposed structure on your practice 
and on the individual partners and shareholders. 
You should weigh the advantages and disadvan­
tages of each form of practice and of the various 
provisions contained in your agreements.
Decisions on practice organization require more 
than knowledge of the internal dynamics of your 
firm; they entail a thorough understanding of rele­
vant tax and legal concepts, as well as jurisdictional 
law. Moreover, regulations, tax laws, and court deci­
sions are constantly evolving. For this reason, the 
involvement of legal counsel is mandatory. When 
retaining an attorney, it is beneficial to select one 
who specializes in business organizations, prefera­
bly accounting firms.
CPAs have a great deal of flexibility in structuring 
their organizational documents, especially when 
they are practicing as a partnership. There are for­
malities that cannot be overlooked, however, speci­
fically the Uniform Partnership Act (UPA); the 
Model Business Corporation Act (MBCA); local, 
state, and federal certification and filing require­
ments; and state law.
Accounting partnerships and the UPA
To the extent that it has been adopted by the rele­
vant jurisdictions, the definitive governing body for 
accountants practicing as partnerships is the UPA. 
The UPA codifies and reforms the common law of 
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partnership and specifies partners’ rights and obli­
gations. In those states where the UPA is not in 
effect, local statutes and decisions control. A 
number of states have made minor modifications to 
the UPA. An attorney experienced in partnership 
law will ensure that your agreement complies with 
both the mandates of local and state statutes and the 
provisions of the UPA.
Professional corporations and the MBCA
As with other business ventures, the incorporation 
of an accounting practice requires a wide range of 
decisions to be made, some of which will be con­
trolled by statute. This control has been exercised at 
the state level since the turn of the century. 
Inasmuch as these early statutes codified state cor­
poration law, they were plagued by inconsistencies 
among states. This situation was alleviated to some 
degree as states gradually began to enact similar 
corporation laws, largely as a result of the MBCA, 
which was developed by the American Bar Associa­
tion (ABA) in 1950 and completely revised in 1969. 
Substantive differences in corporation laws con­
tinue to exist among states, with many of the impor­
tant jurisdictions choosing not to base their 
corporation laws on the MBCA. In addition to the 
ABA’s influence, the Securities Act of 1933 and the 
Securities Exchange Act of 1934 have affected corpo­
ration law to some degree. Incorporation matters 
remain largely a state decision, however, with no 
federal incorporation statute for accountants in 
existence.
The attorney’s role in the choice and creation of 
your practice organization ensures your awareness 
not only of legal rights and obligations, but also of 
the legality and enforceability of your organiza­
tional documents. Your lawyer can also assist in 
periodic reviews of your agreements so that appro­
priate revisions and amendments are made to 
reflect changes in laws, regulations, court decisions, 
and circumstances.
The following chart, while not all-inclusive, illus­
trates the manner in which principal factors are 
treated when partnerships and professional corpo­
rations exist in their natural form. □
—by Mark F. Murray, J.D., AICPA, New York
Editor’s note: Mr. Murray is author of Organizational 
Documents: A Guide for Partnerships and Profes­
sional Corporations, published by the AICPA, from 
which these comments are extracted. The discount 
price to members is $20. To purchase the guide (prod­
uct no. 012640), call the AICPA order department, 
(800) 334-6961; in New York State, (800) 248-0445. 
Ask for operator PC.
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■ No documents are required. Creation is 
achieved with the partners intent to function 
as a partnership and to share the common 
purposes and risks of the enterprise on a 
consensual and ongoing basis.
■ Partnership agreement.
Professional Corporation
■ Articles and certificate of incorporation are 
required.
Filing requirements, 
creation costs, and 
maintenance
■ No state filing is required, although some 
states require the registration of the business 
name and registration with the State Board of 
Accountancy.
■ File annual returns of income.
■ Practicing without a written partnership 
agreement results in no creation costs.
■ Practicing with a written partnership agree­
ment results in costs being incurred in the 
drafting and updating of the agreement.
■ Most expenses incurred for drafting and 
updating the agreement are tax-deductible or 




■ Each partner is jointly and severally liable for 
the debts, obligations, and wrongful acts 
committed in the course of partnership busi­
ness and for the misappropriation of property 
owned by third persons.
■ If necessary, the assets of the partnership or 
partners can be attached. This rule applies 
regardless of the extent of the partner's inter­
est in the partnership or involvement in the 
transaction from which the liability arose.
■ While the extensive use of liability insurance 
has alleviated this situation to a great extent, 
liability remains a primary reason for 
accountants’ incorporating their practices.
■ Consent of other partners is usually required 
before transferring a partnership interest.





■ File articles of incorporation with the appro­
priate state agency and annual or biannual 
corporate reports.
■ File annual corporate income tax returns.
■ Purchase corporate materials: stock certifi­
cates, stock register, minute book, and 
corporate seal.
■ More extensive legal services are usually 
required, and greater legal expenses are usu­
ally incurred through incorporating.
■ Legal expenses for establishing and monitor­
ing a professional corporation are generally 
tax deductible or amortizable over 60 
months.
■ Draft and maintain organizational documents 
and employee benefit plans.
■ Pay taxes: Social Security and unemployment.
■ Corporation is liable to the extent of its assets 
for all claims of creditors, including claims 
for negligence of its employees.
Dissolvability
■ Transfer of a 50% or greater partnership 
interest will terminate the partnership.
■ Freely dissolvable with no filing require­
ments.
■ Dissolution can occur through the express 
will of the partners; withdrawal, death, dis­
ability, or expulsion of a partner; bankruptcy 
of the partnership; or judicial decree.
■ Shareholders are not personally liable for the 
acts, contracts, or obligations of the corpora­
tion, its employees, or agents. However, 
personal liability attaches to the shareholder 
for the professional work that the shareholder 
personally performs or supervises.
■ Insurance coverage is available; however, pre­
miums may be higher than those charged to 
partnerships.
■ Shares of stock enable a quicker, less complex 
transfer of ownership; however, transfer is 
still restricted to those qualified to practice 
accounting or by any terms in a shareholders’ 
agreement.
■ Transfer of a 50% or greater shareholders in­
terest will not necessarily terminate the 
corporation.
■ Required to make filings with the appropriate 
state agency, usually the secretary of state, to 
achieve dissolution.
■ A corporation is generally unaffected by the 
condition of a shareholder.
■ Tax issues are more complex when dissolving 
a professional corporation.
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Managing for Future Profit (continued from page 2) 
service clients want. To make sure we are able to do 
this, we will need to analyze our costs of doing 
business and our overall firm structure.
There are probably other areas of concern. But 
even finding satisfactory solutions to the problems 
mentioned will require substantial changes. As 
owners of the firm, we must adapt to some new work 
rules and increase our total hours, probably up to 
the 2,500-hour range. We will also have to use our 
time more efficiently and increase our chargeable 
hours from their current levels. In addition, part­
ners will have to continue raising their educational 
and professional skill levels. This means making 
good use of time spent on CPE. On top of these extra 
demands, we must devote the requisite time to 
maintaining client relationships and providing cli­
ent service.
Our staff will have to understand these problems. 
People will need to know that their work hours, 
especially chargeable hours will probably increase. 
They will have to understand, too, that they will 
probably have to wait longer than has become cus­
tomary for an equity position in the firm, and that 
perhaps we will need to restructure the firm accord­
ing to needs.
In the future, I see my role as managing partner, 
first as the coach who makes decisions and plans for 
the future. In the past, we may not have made some 
of the tough decisions that we should have. In the 
future, we must. I also see myself as the quarter­
back, who calls the plays and, if conditions warrant 
it, changes them. Last, I also see myself as a 
cheerleader who helps both staff and partners 
achieve their goals. Motivating and managing the 
partnership group will take on added importance in 
the 1990s. All partners must commit to and strive to 
reach common goals. We believe we have the ability 
to become the premier firm in our market region. 
I look forward to the challenge of achieving this 
goal. □
—by Jerrell A. Atkinson, CPA, Atkinson & Co., Ltd., 
707 Broadway N.E., Suite 400, Albuquerque, New 
Mexico 87102
American Institute of Certified Public Accountants, Inc.
1211 Avenue of the Americas
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